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1. Be prepared.
Nothing is worse than trying to negotiate without all of the facts. Do your homework and 
ensure that you know everything possible about both sides of the negotiation. The good, 
the bad and the ugly. Avoid being surprised by a piece of information while in the middle 
of a negotiation, especially if you’re negotiating face-to-face. 

• Gather all facts from both sides of the negotiation

• Confirm facts are accurate and not hearsay

• Bring notes but memorize the facts for a face to face negotiation

• Have witnesses to the facts on standby, but don’t bring this up unless you cannot get
to a peaceful resolve

Knowledge is power!

2. Rehearse it in your mind from all perspectives.
Before your negotiation, see all sides of the deal... your side and theirs. Go over in your 
head all possible questions, deliverables and outcomes. See yourself answering all possible 
questions and stating your opinions with confidence and power. And, most important, see 
yourself winning! Ensure whatever you present is fair and reasonable, but also benefits you 
as much as possible. Getting someone to play “Devil’s Advocate” in a real role play helps 
tremendously as well. The more you can rehearse, the better.

You must see it successful in your mind first before you can achieve it.

• Find a quiet space and meditate on the deal points for 20 minutes minimum

• While in meditation, see yourself effectively communicating the deal points and winning
what you need from the negotiation

• Ask a friend to play “Devil’s Advocate” and try to break your deal points and other facts
about the case

• Be thankful for being in the negotiation and for winning
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3. Present with confidence.
An army of lambs led by a lion will defeat an army of lions led by a lamb! First you must 
believe you are the “leading lion” 100%. In order to believe that, you must also be 100% 
confident and 100% sold on the idea yourself. Never enter a negotiation half-prepared! You 
either believe it fully or you don’t believe it at all. To get in the right mindset, ask yourself 
this question. If you had to bet all the money and property currently in your possession on 
the point you were negotiating, would you? If not, it’s going to be hard to present your deal 
from absolute certainty. Once you’re 1000% committed, you’re ready to negotiate. If you 
do your preparation correctly, rehearse winning in your mind repeatedly, you will always 
negotiate successfully! 

• Leverage yourself so that if you lose it will cost you something. You must have “skin in
the game” or something to lose to be fully committed

• Roll play with associates until you can present with 100% confidence, even if “they” try
and throw you off

• Know that you know that you know that you know this negotiation will help you and that
it is the correct path to what you need. Once ounce of doubt will be noticed when the
heat is turned up!

4. Remain somewhat flexible.
On occasion, you will have to be flexible on your deal points. This should always be 
the exception and not the rule. If you bend on every deal point, then you’re not a good 
negotiator. However, sometimes a deal point will need to be modified to get basically 
the same result, but with different parameters that both parties can live with. A point of 
flexibility may simply be pushing a date out or using different accountability measures, but 
again, if it gets you basically the same result, then it’s a good negotiation.

• Make a list of the deal points that you “could” bend on if needed

• Have a clear picture and put in writing what you need to get from the negotiation for it
to be successful

• Settle in your mind that you may have to be flexible (only if pushed), but you can and
you will for your desired outcome

• Put yourself in the other party’s shoes for a minute and see it from their perspective

• Push for a win-win!
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5. Never fear silence.
Most of the time, silence is your friend. First, people begin to feel awkward when a period of 
silence pops up in the middle of any conversation or negotiation. Once you’ve stated your 
opinion and that opinion requires an answer, remain silent until the other party answers. 
Generally, the first one who talks, looses. I have been in major deals with major people in the 
room and have held my silence for over one-minute at a time. One-minute doesn’t sound 
like a long time, but in a pressure situation like that, it can seem like a lifetime! Resolve to 
accept long periods of silence when waiting for the other party to answer in any negotiation 
and you will increase your odds of winning 100 times!

• Practice silence. Even if you have to make it a game, go silent right in the middle of a few
conversations and experience the outcome.

• Understand that silence is your friend and will help cause the other person to give in on
their points a bit.

• Rehearse your pitch in front of a mirror and “feel” what it’s like to be silent while waiting
for an answer. Go 2 or 3 minutes so that the 15-20 seconds of silence you might actually
experience is not a big deal and doesn’t make you uncomfortable.
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